


Vol. 13. No. 1707 





A National Newspaper for Every Branch of the Industry 


motive Daily 


Eitered as second clas 


matter Aug. 27, 1925, Post 
Office, N. ¥., N.Y Ts 


Under Act of March 3 L879 


Plan to Stabilize Used Car 
Markets in Urban Centers 
Suggested by Chicagoan 


Urges Co-operation of 


Finance Companies and 


Distributors in Checking All 


Dealers 


Chicago, April 


13.—Pointing 


’ Credits 


to what he termed a 


demoralized condition in the used car market, W. E. Butler, 
president of Butler Motors, Inc., Hudson-Essex distributor 


here, today proposed a plan w 
il. 


hich he declared would remedy 


Mr. Butler is vice-president of the Illinois Automotive 


Trade Association and a director of the Chicago Automobile 


Trade Association. 

Mr. Butler recently called to the 
attention of a number of distributors 
the unusual number of deals in 


Chicago that had been turned down | 


by finance companies. A representa- 
tive of Automotive Daily News 
checked up in the matter, inter- 
viewing C. C. Hanch, general man- 
ager of the National Association of 
Finance Companies, to determine 
whether the automobile bankers 
had tightened up or otherwise modi- 
fied their rules. Mr. Hanch replied 
by stating that although the re- 
quirements today are stricter than 
they were several years ago, par- 
ticularly.in the»matter of scrutiniz- 
ing credits and used car trade-in 
figures, there has been no change 
within recent months in these re- 
spects. 

As a consequence, Mr. Butler was 
asked to amplify his statement, out- 


lining the problem and giving the 
solution. 
“Two-thirds of our problem in 


selling used cars today is the result 
of sales made by irresponsible used 
car dealers, plus those made by 
some unscrupulous authorized new 
car dealers,” he said. “The correc- 
tion for this situation would be to 
eliminate the source of cars for 
the -irresponsible used car dealer 
and to have the distributor or 
branch house regulate the author- 
ized dealer prone to misrepresent on 
the grounds that he must match the 
used car dealer's tactics in order to 
sell his used cars. 

“At present the independent used 
car dealer is able to buy his auto- 
mobiles from finance companies, 
both big and small, because these 
finance companies have extended to 
dealers a non-recourse time 
ment plan. 
cause dealers were unable to stand 
losses involved in the return of 
cars sold during the spring on the 
recourse time payment basis. 

“In my opinion, the resulting re- 
possessions were large because the 
finance companies failed to check 
credits as well as they should, de- 
pending too much on the fact that 
the dealer was behind the paper. 
True, the finance companies set up 
Small reserves to protect the dealer 
against losses, but experience 


(Continued on Page 4) 


STUDEBAKER SALES 
UP 30% IN NEW YORK 


New York, April 13.—Chet Whit- 
taker, retail sales manager of Stude- 
baker in New York city, reports re- 
tail deliveries from January 1 to 
April 11, inclusive, at 1,1¢9 for four 
boroughs of the city. 

This is a gain of 30 per cent. over 
the corresponding period of 1931, 
when 855 units were delivered. 
Whittaker’s record puts Studebaker 


pay- | 
This plan was born be- | 


‘IMPORTS OF CRUDE 


RUBBER GAIN 38% 
CONSUMPTION OFF 


New York, April 13.—Consumption 
of crude rubber by manufacturers 
in the United States for the month 
of March amounted to 27,828 long 
tons, as compared with 30,011 long 
tons for February, 1932, and repre- 
sents a decrease of 7.3 per cent. and 
15.1 per cent, below Mareh,+ 1931, 
according to statistics released by 
the Rubber Manufacturers Associa- 
tion today. 

This organization reports imports 
lof crude rubber for the month of 
| March to be 42,382 long tons, an 
|increase of 38.7 per cent. over Febru- 
ary and 5.1% above March, 1931. 

This association estimates total 
domestic stocks of crude rubber on 
|hand March 31 at 334,566 long tons, 
|}which compares with February 29 
|stocks of 322,117. March stocks show 
lan increase of 3.9 per cent. above 
{February of this year and 53.6 per 
jcent. above the stocks of March 31, 
; 1931. 

The participants in the compila- 
tion report 44,190 long tons of crude 


| rubber afloat for the United States | 


;}ports on March 31, which compares 
iwith 51,728 long’ tons afloat on 
|February 29, 1932, and 47,350 long 
tons afloat on March 31, 1931. 


700 BUICK, OLDS, 
PONTIAC DEALERS 
MEET AT CHICAGO 


Chicago, April 13.—More than 700 
dealers in the Chicago zone embrac- 
ing parts of Illinois, Indiana, Wis- 
consin and Iowa gathered here to- 
day at a meeting staged in_ the 
Palmer House by the new Buick- 
Oldsmobile-Pontiac Sales Company. 

Following a luncheon at noon, 
Richard H. Grant, vice-president of 
General Motors, in charge of sales 
and active sales head of the new 


lining future plans and policies. 

W. A. Blees, general sales man- 
lager “of Buick-Oldsmobile-Pontiac 
Sales Company; R. K. White and 
G. H. Wallace, assistant general 
sales managers, and D. S. Eddins, 
|assistant to Mr. Grant, were other 
speakers. 

Each of them will depart next 
week to conduct similar meetings 
fat. various key cities. 

Introduction of resident regional 
and zone managers for the Chicago 
district was also made. 

Mr. Grant estimated that under 
normal conditions the new company 





in third place, being outranked only | should sell 350,000 cars of $400,000,000 


by Chevrolet and Plymouth. 





wholesale value annually, 


company, delivered an address out- | 
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G. M. Sold 57,000 Cars and Trucks 


H. J.C. MILLER NEW 
REGIONAL HEAD FOR 
BUICK-OLDS-PONTIAC 


New York, April 13.—Announce- 


regional manager and Arthur E. de- 
Loach as New York Zone manager of 
the new Buick-Olds-Pontiac Sales 
Company was made at a meeting of 
approximately 600 dealers in Hotel 
Astor yesterday noon by R. H. Grant, 
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H. J. C. Miller A. E. de Loach 


a een 
vice-president of General Motors in 
|charge of sales and active sales head 
}of the new company. 
| Mr. Miller’s experience in the au- 
|tomotive field covers a period of 


'in 1906 with the old Winton Com- 


(Continued on Page 4) 


-HOUDAILLE-HERSHE 
OUTLOOK BRIGHTER 


Detroit, April 13. — At annual 
meet of stockholders of Houdaille- 
| Hershey Corporation, the board of 
directors was reduced to nine mem- 
| bers from eleven. 
Claire L. Barnes, 
| stockholders that the 
| April was better. He said 
| curtailed automobile production 
during the first quarter was 
flected in the company’s operations 
{and that no profit would be shown 
| for the period. 
| He said the company’s 
| theromstatic-automatic control 
|shock absorbers will be used in all 
Studebaker lines and 
companies were negotiating for it. 
Previously only one Studebaker 


president, 


outlook for 


shock absorbers are standard equip- 
ment on all new Ford models. 


BUSINESS FAILURES 
_ FEWER FOR PAST WEEK 


New York, April 13.—Business fail- 
ures totaled 565 for the week ended 
April 7, compared with 580 in the 
preceding week and 471 in the cor- 
responding week of last year, ac- 
cording to Bradstreet’s. The decrease 





in the latest week was 2.6 per cent., | 


against a normal expected gain of 
7.6 per cent. 

The decline in failures occurred 
mainly in the retail group, where 1n- 
solvencies dropped from 412 to 383. 
All other groups, excepting commer- 
cial service, showed increases. Liabil- 
ities for the week of April 7 de- 
creased 11.1 per cent. from the previ- 
ous week, but increased sharply in 
the manufacturing group owing to 
the failure of a Jlarge manufacturer 
in the Middle Atlantic section, ° 


ment of H. J. C. Miller as Eastern | 


more than twenty-six years, starting | 


told | 


that | 


re- | 


new | 


that other | 


During Spring Show, Says Grant 


Believe Half of These Sales Directly Due to Special 
Exhibits; Total Attendance 
4,888,800 


New York, April 13.—Richard H. Grant, vice-president 
in charge of sales for General Motors, speaking here yester- 
day, announced that during the week of his company’s spring 
shows in fifty-five cities, 57,000 passenger cars and trucks 
| were sold. Mr. Grant attributed at least half of these sales 
directly to the shows and thought the other half would have 
|been sold in the regular course of business through the 
| dealerships. In addition to the actual sales made, the shows 
| lined up 100,000 live prospects. With this result, Mr. Grant 
called the shows a huge success. 





" ~*. Further, Mr. Grant expressed the 
belief that the shows had exerted 
WILLYS-OVERLAND a most beneficial psychological effect 
on the organization. The 100,000 
PRICES REDUCED IN | prospects gave General Motors deal- 
ers something definite to work on 
CANADA $110 TO $405 | ans he remarked: “It is good for 
j meen in business to have some defi- 
nite work to do.” He also expressed 
| Toronto, Canada, April 13.—A/|the belief that the effect of the 
| mare cut in automobile prices,|Shows on public morale had been 
ranging down from $405 to $110, was | excellent. 
announced this afternoon by Willys- | Speaking of general business con- 
| Overland Sales Company, following | ditions, Mr. Grant predicted that the 
| a staff conference of the exeeutive | World would puil out of its difficul- 
| association and a meeting of the ties in what he called “the long haul 


| local dealers in the city. |future.” He was frank to admit the 
Florian Leduc, general sales man- | difficulties confronting all nationsin 


| 


ager for Canada, made the annouce-|“the short haul future.” He con- 
ment of the price cut, stating the | tinued: 

step had been taken in the interests; ‘We are paying our debts now, and 
of business stimulation and as a/Wwhen they are paid the cure will 


move toward keeping the Canadian | start. The thing to do at present is 
| Willys-Overland factories operating |meet existing facts as best we can. 
| with as large an employee staff as|Every unit of every industry must 
| possible, |bestir itself to increase its income, 
| The largest cut in the general re- reduce its expenses and keep in mind 
| duction was made on the large Vic-|that the world has not changed 
| toria coupe. Under the old schedule | fundamentally. 

this model, without license, was sold| “While I would not advise any 
| at $1,800, and under the new price |man to spend beyond his means, it 
at $1,395. The $1,800 sedan and the/!S true that many people whose in- 
$2,020 custom sedan have been re-|comes have not been materially de- 
duced $305 and $225 respectively,|creased have tightened up as much 
The scale runs down through the ,45 those whose losses have been seri- 
lower-priced models until the $119|0US. If such people would purchase 
reduction is made on the $1,000 Vic- | 00ds to the extent of their ability, 


toria coupe and the $860 roadster. conditions would be immediately im- 
proved.” 


Detroit, April 13.—Final figures 
|}on the attendance at General Mo- 


CAR DEMAND WILL announced at”'s.888,800 ‘by Ben 
START RECOVERY 


YOUNG DECLARES 


Koether, director of the sales sec- 
tion of the big corporation. 

| Detroit not only led in attendance 
for the week with 279,131, but also 


model was equipped with Houdaille | 
shock absorbers. The company’s new | 


Detroit, April 13.—Despite the low 
in the motor industry during the 


and Wire Corporation showed suc- 
cessive monthly gains and closed the 
period with a profit. 

According to L. A. Young, presi- 
dent, March business was approxi- 
mately 14 per cent. ahead of Feb- 
ruary, which had shown a similar | 
increase over January. The com-}| 
pany is getting this year a larger | 
percentage of the business available | 
than it ever had before. | 

Mr. Young is encouraged over the 
outlook for the motor industry. “I 
am firmly convinced,” he said, “that 
the automobile industry will lead 
the way to recovery in general 
business. There are approximately 
8,000,000 cars on the road that are 
without trade-in value and which 
are costing owners about four times 
as much to run as new cars. The 
American people are committed to 
this form of transportation and are 
going to purchase automobiles be- 
fore they buy other things usually 
considered as necessities,” 





rate of operations by its customers | 


first quarter, the L. A. Young Spring | 


had the biggest single day, Friday, 
| when 108,000 vistors were counted. 
Figures reported are not guess- 
work, G. M. having had men at 
|}every door actually counting every 
one passing in. Of course in such 
big crowds the checkers must have 
missed many, so that in the final 
analysis the 5,000,000 mark may ac- 
tually have been exceeded. 

The official figures for most of 
the cities are as follows:— . 

Albany, N. Y., 58,619; Atlanta, Ga., 
83,019; Atlantic City, N. J., 24,228: 





Baltimore, Md., 22,276; Billings, 
Mont., 18,756; Birmingham, Ala 
74,481; Boston, 224,450; Brookly 
66,319; Buffalo, 149,183; Butte, 


Mont., 30,887; Charleston, W. Va., 
76,840; Charlotte, N. C., 29,935; Chi- 
cago, 142,412; Cincinnati, 50,865; 
Cleveland, O., 165,383; Columbus, O., 
196,447; Dallas, Tex., 83,090; Daven- 
port, Ia., 149,557; Denver, 114,673; 
Des Moines, Ia., 46,794; Detroit, 279- 
131; El Paso, Tex., 40,400; Grand 
Rapids, Mich., 110,132; San Antonio, 
Tex., 68,087; San Francisco, 230,118; 


(Continued on Page 2) 
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AUTOMOTIVE DAILY NEWS, THURSDAY, ‘APRIL 14, 1932 


eon 3 eSPREIG- SHOW ie 


CAPITALIZING on women’s taste for new fashions, G. E. Clarke, general manager of the Hupmobile 
Michigan Sales Corporation, factory distributor in Michigan, is staging a style salon in his salesroom to 


attract retail buyers. 


The style show, which features the latest in sports wearing apparel, is being con- 


ducted by the company with the co-operation of a large Detroit department store. A corner of this unique 


——— 


exhibit is shown in this photograph 


Truck Maintenance Club 
On Parts Distribution 


New York, April 13.—The regular 
meeting of the Motor Truck Main- 
tenance Club held at the Park Cen- 
tral Hotel last night was well attend- 
ed. Instead of the usual 7 o’clock 
dinner the secretary's notices called 
for a prompt 5.30 meeting on the 
theory that members coming straight 
from business would have less op- 
portunity to change their minds 
about attending. It worked. 

The meeting was called for the 
purpose of discussing the purchasing 
of replacement parts. Purchasing 
agents as well as the fleet superin- 


| 
tendents were invited to be present. | 
repre- | 


New York fleets were well 
sented with delegates from Railway 
Express Agency, Standard Oil, New 
York Telcphone, R. H. Macy & Co., 
The Bordon Company, 


bocker Company, Lewis & Conger, | 
Armour & Co., American Can Com- | 


pany, Horton Ice Cream Company, 
Bloomingdales, United Dressed Beef 
Company, and many others. 


B. K. Rhoads, president of the 


club, congratulated Sam J. Corker, | 
Jr., secretary, for devising the new | 


plan for bringing out members. 
Ralph C. Rognon, president of the 

Eastern Automotive Parts Terminal, 

was the guest speaker and great in- 


terest was manifest in the meeting | 
in discussing ways and means of im- | 


proving replacement parts distribu- 
tion. 


_—_ = 


Knicker- | 


CHEVROLET LEADING 
IN MICHIGAN SALES 


Detroit, April 13.—Automobile reg- 
istration figures for the first three 
months of 1932 for Michigan showed 
Chevrolet leading with 3,922 new 
cars, Hudson and Essex second with 
}1,242, Ford third with 1,059 and 
| Buick fourth with 797. 

Registration figures for the first 
| quarter of last year showed Ford 
in first place, Chevrolet in second, 


in fourth. 


SINCLAIR RAISES GAS 
ONE CENT IN MIDWEST 

Chicago, April 13.—Sinclair Con- 
Company today an- 
nounced a one cent a gallon price 
increase on all grades of gasoline 
for tank wagon and service station 
delivery. The price advance is ef- 
fective in eleven Midwestern states 
|}and is attributed to higher crude oil 
prices. Standard and other com- 
| panies are said to be considering 
| the same action as Sinclair. 
| 
| INSURANCE RATES FOR 
| NEW FORD UNCHANGED 


| Trenton, N. J., April 13.—Insur- 
| ance rates on the new four-cylinder 
and V-8 Ford automobiles will not 


|solidated Oil 





Grant Reports 57 000 Sales 
During G. M. Spring Drive 


(Continued from Page 1) 


Seattle, Wash., 93,828; Spokane, 
Wash., 85,585; Springfield, Mass., 
50,209; St. Louis, 86,135; St. Paul, 
Minn., 56,943; Syracuse, N. Y., 52,- 
868; Toledo, O., 58,487; Tulsa, Okla., 
53,282; Washington, D. C., 54,684; 
New York, 153,128; Dayton, O., 149,- 
557. 


Houston, Tex., 67,112; Indianapolis, | 


77,093; Jacksonville, Fla., 22,099; 
Kansas City, Mo., 88,504; Los An- 
geles, 91,623; Louisville, 81,964: Mem- 
Pphis, 30,877; Milwaukee, 136,331; 
Minneapolis, 88,908; Nashville, 31,- 
820; Newark, N. J., 66,930; New 
Haven, Conn., 37,394; New Orleans, 
99,399; Oakland, Cal., 103,587; Okla- 
homa City, Okla., 41,800; Omaha, 
Neb., 74,247; Philadelphia, 52,182; 
Pittsburgh, 237,025; Portland, Ore., 
75,599; Rochester, N. Y., 55,050. 


NO. CAROLINA TRUCK 
SALES UP IN MARCH 


| Raleigh, N. C., April 13.—Sales of 
new automobile trucks in North 
Carolina in March showed an in- 
| crease over the number sold in 

February to make the aggregate 
number of new vehicles sold in 
| March total slightly more than the 
| February total. 

There were 278 new trucks sold in 
March and 763 new motor cars, a 
total of 1,041 vehicles, compared 
with 205 trucks and 786 passenger 
cars, or a total of $11 in February. 
In March, 1931, there were 2,356 
| passenger cars and 533 trucks sold, 
the March car figure this year being 
less than one-third of that of March 
a year ago. 





Pontiac in third and Hudson-Essex | 
lary 29, 


| 268, 








be any higher than the rates on the 
model A cars of the same make, ac- 
cording to word received from the 
National Board of Casualty and 
Surety Underwriters. 


FINANCIAL NEWS 


AUBURN AUTOMOBILE CoO. 

Chicago, April 13.—Report of Au- 
burn Automobile Company and sub- 
sidiaries for quarter ended February 
29, 1932, shows consolidated net 
profit of $7,959 after depreciation, 
interest, Federal taxes, minority in- 
terests, etc., equivalent to four cents 
a share on 206,895 no-par shares of 
common stock. This compares with 
$202,409 or $1.06 a share on 191,292 
shares in quarter ended February 
28, 1931. Current assets as of Febru- 
1932, were $14,092,293 and 
current liabilities $2,067,690 com- 
paring with $13,021,752 and $3,831,- 
respectively, on 
28, 1931. 


SERVICE STATIONS, LTD. 

Montreal, April 13.—Service sta- 
tions, Ltd., reports for year ended 
December 31, 1931, net profit of 
$1,506 after depreciation, income 
taxes, etc., equivalent to four cents 
a share (par $100) on 32,611 shares 
of 6 per cent. cumulative convertible 


preference stock. Current assets as| 
of December 31, 1931, amounted to} 
liabilities | a 3 7 . h 
'certifying that the current year’s registration fee has 


$4,905,714 and _ current 


were $436,053. 


JOHNS-MANVILLE 

New York, April 13.—Johns-Man- 
ville Corporation and _ subsidiaries 
report for the quarter ended March 
31 net loss after expenses, taxes 
and other charges of $912,607, 
against net profit of $230,109, equal 
after preferred dividends to 13 cents 
a share on 750,000 common shares 
in first quarter of 1931. 


MID-CONTINENT PETROLEUM 
New York, April 13.—Mid-Conti- 


|net Petroleum Corporation and sub- 


sidiaries report for the year ended 
December 31 net loss after depre- 
ciation, depletion, abandoned and 
surrendered leases, and after $1,127,- 
148 deduction for adjustment of 
crude oil inventory of $4,962,411, 
against net profit of $1,493,056, or 80 
cents a share on 1,857,912 no-par 
shares of capital stock in 1930. 


MORRISON BRASS 

New York, April 13.—Morrison 
Brass Corporation, Ltd., and sub- 
sidiaries report for year ended De- 
cember 31 net loss after inven- 
tory writedown of $203,070, against 
net income of $125,709, or 34 cents a 
share on 60,000 common shares, in 
1930, 





February | 
| have been of inestimable value to this industry of ours. 





SPARKS from JJETROIT 


Sam Miles 


* *. * 


Permanent License Tags 


* * ® 


Braden Better Back Up 
+ “ * 
Tom Hay Hazing 


* * * 


Chris Sinsabaugh— Detroit Editor 


ORTY-TWO years ago I first heard of Sam Miles. Those 
were the days when the high-wheeled solid-tire bicycles, 
called “ordinaries,” were at their zenith and the blue-ribbon 
event of the great sport of cycling was Chicago’s Pullman 
road race, which attracted around 400 contestants annually. 


Sam Miles was the handicapper, the man who allotted the 
starting allowances, and I was an entrant. Since that time 
the business lives of the handicapper and the column con- 


| ductor have followed the same paths. 


Because of this fact, it naturally was a shock to hear 
that my old friend and former boss has come to the end of 
the automobile trail, as indicated by his giving up the man- 
agement of the national shows, a job he has held down for 
thirty years. Tempus fugits! 

- * tk 

WHEN I BROKE INTO cycling journalism on Bearings, 
the Van Sicklen publication, in 1892, Miles owned a rival 
cycling paper, Referee, and he and Van got their show train- 
ing through the promotion of the bicycle exhibitions. With 
the passing of cycling as a sport, Bearings, Referee and a 
third paper, Cycling Life, merged as Cycle Age, and ulti- 
mately Miles was the sole survivor of the several publishers 
entering into the consolidation. 

+ * * 

JUST THEN THE AUTOMOBILE was knocking at 
the door and Sam jumped on the band wagon. Cycle Age 
became Motor Age and Sam put on his first automobile show 
in the Chicago Coliseum in 1901. And I was his publicity 
man—press agent, we called it then. 

Miles also took over the Pierce-Arrow franchise in New 
York, and the going was so good that in 1905 he sold Motor 
Age to his old friend, Van Sicklen, and gave all his time to 
show promotion, which naturally led him into close contact 
with the industry and its management. He’s not only handled 
the Chicago and New York shows, but before the present 
N. A. C. C. came into being he was general manager of the 
National Association of Automobile Manufacturers, which 
was organized for show-promotion purposes largely. 

A thumbnail sketch this, but it gives you the high lights 
on a wise old owl, whose ripe experience and sage counsels 


ok * aK 
MICHIGAN MAYBE will try an innovation, permanent 
automobile license plates. A bill with this idea in mind has 
been introduced into the Senate at Lansing, providing for 
a $5 fee from passenger cars and from 65 cents to $1 for 


'commercial vehicles. 


As I understand it, the tag is to last through the life 
of the vehicle. Inasmuch as this is likely to be five or six 
years, I look for some provision being made for properly 


been paid, such as a disk to be attached each year. A per- 
manent tag, though, foils those motorists with pull who seek 


| low numbers. 


Eo * * 


JIM BRADEN’S brutal attack on the column conductor, 
made in the Chicago Daily News, alleging this writer never 
owned a car, or even knows how to drive, is answered by 
the wife of my boss, who writes: 

“If Jim Braden wants proof you did own a car that ran, 
here it is: Seventeen years ago this spring I was driven 
around Chicago in a Chalmers that Harry Tarantous had 
borrowed from you to show his girl friend the big city. We 
blew a tire, and while a garageman was repairing it we 
decided to get a marriage license. Look what you got me 
into by owning a car!” 

x * * 

AND ALONG COMES TOM HAY of Chicago, who sold 
me my first car, with the offer to collect whatever damages 
I may get in a libel suit against Braden. Tom even goes so 
far as to assert that “this fellow Braden has a fine graft, as 
he has sold the dealers in Chicago on letting him have a nice 
new car every day, and then he says nice things about it in 
his column. I think maybe he was behind in his paymentg 
on his own car and the finance company probably took it 
away from him, so now he is getting his driving for nothing 
by using a different car each day.” 

No doubt about this being a josh on Braden, but such a 
scheme might work out. Think I will try it. 




















sion of the industry. 


Automotive 


It wants you to pass on 


Send in your story in the form of a letter, or even a postal card, and 


let us get it ready for publication. 


Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


you commissions, 
Dealers read this page. 


Give us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 





PLAN THE DEMONSTRATION 
TO MAKE IT CONVINCING 


In the current issue of The Rockne P-E-P, house organ 
of that company, there is an excellent article on how the 
salesman can make the demonstration a convincing argu-» 

ment instead of just another ride. Here it is: 


Giving demonstration is just’ 


like anything else. -You can do a 
good job that will leave a favorable 
impression with your prospect, and 
might lead to a sale. Or, no mat- 
ter how gocd your product, you can 
do a careless, slip-shed job that 
may send your prospect right across 
the street to sign on your com- 
petitor’s dotted line. 

To help you to make your dem- 
onstration on the Rickne Six 100 
per cent. perfect, we are listing a 
few suggestions: 

1. Be sure your car is in good 
condition and that your motor is 
warmed up you cannot afford to 
alibi. 

2. AS you approach the car call 
attention to its beauty. Point out 
the aerodynamic body design, bald 
header panel, wire wheels, rear 
Sweep, wide front door, etc. 

3. Do not start the car as soon 


a 


as you get the prospect inside. Spend 
a few minutes pointing out the in- 
strument board, clearway front com- 
partment, switch key starting. 

4. Start slowly. Don’t jerk. Shift 
easily from first to second. Practice 
getting under way so you can do it 
smoothly. | 

5. Drive carefully. Some prospects | 
are nervous and careless driving in | 
demonstrations has ruined many a 
sale. 
6. On hills let the car do its own | 
climbing. Approach the hill slowly, ; 
then slowly push the accelerator 
down al] the way. 

| 
| 


7. Don’t jam on the brakes. Al- 


low your wheels to revolve to a 
smooth, even stop. 

8. Don’t speed unless your pros- | 
pect asks for it. Even then do not | 
speed unless the road is clear and 


you know it perfectly. Then slow 








Sales Plans That Help Sales 
Tried Out in San Ruteahe 


Practically all dealerships have {demonstrations of this firm and has 


developed sales plans within their | 


organizations which have proved 
successful in putting over more sales, 
and the following stunts have been 
picked up from a number of dealers 
and are passed on for the good they 
may accomplish: 


Antonio, Tex., puts its used cars “on 
the spot.” At the corner of its used 
car lot, facing two street intersec- 
tions, two raised platforms have 
been erected, on which special offers 
are placed each day. Large display 
signs attract attention to these cars 
and state that they are “on the 
spot” for that day only. The traffic 
past this corner is approximately 
5,000 cars daily, so the possibilities 
of sales are greatly increased. This 
plan has proved instrumental in 
moving a large number of cars with- 
out additional expense. 

The Ormsby Chevrolet Company 
of San Antonio has three spaces set 
Aside in its service department 
which are used exclusively for dem- 
onstrators. These spaces were pro- 
vided to eliminate time wasted in 
looking. for demonstrators which 
were known to be in the house, but 
which could not be located. Before 
these spaces were set aside a Sales- 
man bringing in a demonstrator 
parked it in the first available space. 
This might be in the service depart- 
ment, outside the building, across 
the street, or in an adjacent used 
car lot. There was always some 
difficulty in finding a demonstrator 
when it was needed. 

Under the present system, 
salesmen mark on a board the hours 
which they wish to use a demon- 
strator, and the type that they wish 
to use. Three types are kept for 
such work—a coupe, coach and a 
sedan. On the board are marked the 
hours which the salesman wishes to 
use one of these demonstrators, and 
this time is given to him exclusively. 
If another salesinan has already 
marked such hours down, then the | 
closest available hours are taken. 


the | 


|Strators, and the salesman next to) 
The Goad Motor Company of San} 


entirely eliminated wasted time. 
Each salesman knows when the car 
he wishes is available, and he marks 
his demonstration down accordingly. 
When the car is brought in, it is | 
immediately placed in one of the} 
spaces set aside for these demon- 


use it knows exactly where it will | 
be. The plan is simple and effec- | 
tive, and has proved popular with 
this firm. 

The Winerich Motor Sales Com- 
pany of San Antonio has improved 
its demonstrations by mapping out a 
fixed demonstration route for the 
use of its salesmen. This route takes 
in about thirty blocks of travel and 
covers all conditions met in average 
driving. There are several blocks of 
rough road and streets, a viaduct 
which brings out the power .of the 
motor, a stretch where it is possible 
to step on the gas and show the 
pick-up, speed, lack of vibration and 
rugged frame _ construction, and, 
lastly, there are several blocks 
through traffic. 

A sales plan has been worked out 
to use in conjunction with this dem- 
onstration route. As the salesman 
drives the car along, he mentions 
the pertinent sales points as each 
separate stretch of the route is en- 
countered. The effect is much 
greater than a lot of sales talk on 
the sales floor, since performance 
means a great deal to the buyer, and 
this is vividly brought out in the 
route along which the car travels. 
The plan has proved very success- 
ful in operation. 





BRANDENBURG “APPOINTED 

Plainfield, N. J., April 13.—W. A. 
Brandenburg has been named man- 
ager of the Queen City Motor Com- 
pany, 121-123 East 2d St. For two 
and one-half years he was a sales- 
man with Cutting Larson Company, 
Oldsmobile distributor, Brooklyn. 
This company retired from business 
in December, 1929, when he became 
associated with the Studebaker Cor- 





No car is permitted to be out for 
more than two hours without special 
permission. 

This plan has systematized the 


poration as branch manager, but 
resigned. Then he spent two years 
as salesman for Cadillac and Pierce- 
Arrow, 
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BEFORE YOU START ~ 
BE SURE CAR IS CLEAN 
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START OFF SLOWLY AND QUIETLY 
DEMONSTRATE QUIET COMFORT.” 
“ASE OF SHIFTING AND, HANDUNG 
WARM uP MOTOR WHILE 

DEMONSTRATING CONTROLS | 


= STOP ON HILL Ry show 
BRAKING ~ DEMONSTRATE 
= CONVENTIONAL SECOND i 
=ING DOWN GRADE 
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Retail Salesmen 


This department is devoted to the interests of the retail sales divi- 
Salesmen, this is your department. 
Daily News wants you to get something from this department that will 
help you in your work on the firing line. 
your own experiences, successes, failures to help your brother salesmen. 


SHOW QUICK PICK-UP AND 
CONVENIENCE OF FREE 


WHEELING iN ae 

; o; SLIP INTO FREE WHEELING 
> SECOND BEFORE MAKING 
> =e “ANY WEFT HAND TURN 


- 45 


‘Scae 


—A\ - 
' 
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Ve? 2 


tO 


sfoe at ‘tor. 
* ANDO LOOK BACK 


F as 4) 
. 
A 
ZA} 


ON MILLS 
~~ 


S 


GET PROSPECT BEHIND WHEEL 
TO PUT CAR THROUGH PACES 


— 


“= IN TRAFFIC DRIVE 
WHEELING SECOND BE- 
* TWEEN LIGHTS 


“SO 


SHOW CLIMBING ABILITY. 
AND RESERVE POWER 


SHIFT TO FREE WHEELING a 
6 SECOND WHEN APPROACH= IN off 
ING 7 TRAFFIC LIGHT - ou 
AT LIGHT SHOW aero 
AND SILENT SECOND GEAR 
IN FREE  < 
Vee sara 


~ 
ROUGH GOING TO DEMONSTRATE 


RIDING COMFORT AND STEERING 
GaSe 


nO 


~ 


et wv 
nd ney 
~ 


— 
2 


. ‘MAKE COMPLETE stop 
AT BOTTOM OF HILL ANO 
CALL ATTENTION TO GRADE 
s See + 


"STRETCH OF GOOD ROAD TO 


> SHOW SPEEDO ANO ACCELERAT- 


= _1ON 1 PROSPECT WISHES IT 





ABOVE is a complete chart of a propetly planned demonstration from the time a salesman gets the pros- 


pect in the car until he brings him back to the showroom to close the sale. 
Then pick out a route in your own community that follows this as closely as possible. 





stration—then work your plan! 


down after showing the praspect; would go over rough roads. Also 
| what he wants to know. demonstrate ease of steering. 

9. In rough going, do not allow 10. Get the prospect behind the 
|car to drop suddenly into deep| wheel and have him drive the car 
holes. Drive as any normal driver | himself. Point out the ease of driv- 
Souaibinetbiiie iliac iaiimiaminactiscianacendgubediimtemia 





> 


These 


Study this chart carefully. 
Plan your demon- 


ing and steering. Let him put the 
car through its paces. If any one 
else must see the car before a de- 
cision is reached get them before 
returning to the salesroom. 


Have the cars you handle 


Nash Features? 





Completely Slip-Streamed 
Body with V-Radiator and 


| Beaver-tail Back 


> 
Silent Underslung Worm 
Drive 500,000 Mile Rear 
Axle” > 
X-Dual Frame, Super-Rigid 

> 
Automatic Centralized 
Chassis Lubrication 

> 
Silent Synchro-Shift Trans- 
mission > 
Selective Synchro-Shift 
Free - Wheeling 

> 
Three-spoke, Clear-visten 
steering wheels 

> 
Two Glove and Parcel Com- 
partments on New Instru- 


ment Panel 
> 


Spring Covers 


Centrifuse Brake Drums 

> 
Lower Over-all Body Heights 
without Reducing Head 
Room or Road Clearance 

> 
Twin Ignition 

> 
**Finger-tip”’ Driving Seat 
Adjustment 


Inside Lock on All Doors 
> 
Roof Radio Aerial 
> 
New Slanting Non-glare 


Windshields 
+> 


Inside Sun Visors 

Main Sake on Either 
Side of Each Connecting Rod 
New Silent re 
New Dual as Silencers 


Dash-Adjusted, Full Range 
Ride Control 

> - 
Aluminum Alloy Connect- 
ing Rods (Drilled for pres- 
sure lubrication). Bohnalite 

> 
Aluminum Alloy (Invar 
Strut) Pistons. Bohnalite 

+> 
Completely Sound-Proofed 
Bodies > 
Extra Long and Extra Wide 
Bodies with Wide Arm Rests 


> 
Rubber Pedal Pads 

> 
Deep Pile Carpets 


Door-type Ventilators 
+> 
Concealed Hood Fasteners 
> 
5-Demountable Wood er 
Wire Wheels (Standard 


Equipment) 


NEW NASH 


"477 10 °2095 


STANDARD EICHT 
121-inch Wheelbase 


BIC SIX 
116-inch Wheelbase 


SPECIAL EICHT 
128-inch Wheelbase 


PRICES F. 0. B. FACTORY 


ADVANCED EIGHT 
133-inch Wheelbase 


AMBASSADOR EICHT 
112-inch Wheelbase 


For information about Nash territory possibilities, write Sales Manager, 


THE NASH MOTORS COMPANY, KENOSHA, WISCONSIN 


(4055) 
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The Basis of the Market 


T may sound somewhat anomalous, but the basis of the 
automobile market this bright spring season is to be 
found in collateral on wheels. 

Don’t laugh. Give us a chance. According to registra- 
tion figures from the forty-eight states and the District of 
Columbia, there are running around the streets and highways 
of this land approximately 9,600,000 motor cars built in the 
years 1928, 1929 and 1930. These vehicles are from two to 
five years old. The Bureau of Standards in Washington 
sets seven years as the serviceable life of a modern car. 

In other words, these vehicles, built from two to five 
years ago, still contain many thousands of miles of useful 
transportation. They have a definite value, which may not 
be quite what their owners think it is, but is nevertheless 
equal to a certain amount of hard cash. 

These still useful motor vehicle units may be said to 
represent the down payment on new cars. In a majority of 
cases they are. 

This obviously puts the rest of the job up to our retail 
salesmen. Their task is to persuade the owners of these still 
useful vehicles having a definite cash value that by using 
their old cars for the down payment they are in the market 
for new cars. 

Standing in the path is the almost universal anxiety, 
fear and supercaution that is ruling the thought of America 
at the present time. The retail salesman has got to combat 


New York city 


Mich 


— a 


this timidity, this unwillingness to commit oneself for any | 


sort of outlay stretching over the months ahead. 


When we come to assay the potential market, we find | 


that the present situation is not altogether lacking in justifi- 
cation of optimism. We have the real need of several 
Americans for new motor transportation units. The sub- 
normal buying of the past two years indicates this condition. 
We have collateral on wheels to finance the first stage of 
purchases on time. And against these basics of the potential 
market we have the fear that holds the country in its grip. 

If the salesman can combat the fear, can persuade his 
prospect that his income and his chances of continuing to 
earn that income justify his purchase of a new car, he will 
find that the actual market in this spring of 1932 will not 
be so far behind its potentials. 


The Production Curve 

UTOMOBILE preduction this year gives evidence of 

intending to pursue a course very different from its 
traditional pattern. 
any one in his senses in this topsy-turvy nightmare that is 
our depressed world of today. 

For many years automobile production has increased 
month by month from January to April and then has slipped 
off as the year waned, sometimes showing a belated spurt 
in December, when the manufacturers get to work on their 
new models. 

So far 1932 has followed pattern, in that February 
exceeded January and March topped February, all these 
months being on a much lower level than before. April will 
undoubtedly show a higher level than March, Ford being 
back in production. 

However, it seems quite certain that May will show a 
greater output than April, and it is possible that June may 
be the peak month of the year. The traditional buying 
season has been thrust back by two months, and the manu- 
facturers have been so carefully regulating output by actual 
demand that production is breaking away from all precedent. 

Ford has a back log of 300,000 orders. This will keep 
the factory operating at 4,000 a day through July. This 
company will not reach a production rate of 4,000 a day 
much before June 1. Allowing twenty-two working days in 
June, the Ford production would be about 88,000 units in 
that month, which would be enough to lift the general output 
of the industry ahead of anything we have had or can see 
for April or May. 


| greater 
| lines such as are conducted among 
| truck operators and school children 


NEWARK TRUCK CLUB 
OFFICIAL OPPOSED TO 
COMPROMISE PLAN 


Newark, N. J., April 13.—The so- 
called compromise which alters the 
originally proposed measures for in- 
| creases in motor truck registration 
| fees, and specifies that 50 per cent. 


of motor vehicle taxes shall go into 
highway sinking fund to replace $6,- 
400,000 of 
designated for that purpose, is not 
a compromise but a proposal drawn 


in view, charges Alfred D. Way, sec- 
retary of the Motor Truck Club of 


| New Jersey, in a statement issued 
today. | 
“Parties vitally interested in the 


proposals for increased truck fees, 
such as shippers, farmers, and truck 
dealers, had no hand in drawing up 
this alternative measure, which has 
been labeled by its authors as a 
compromise proposal, and which, ac- 
cording to reports, has had the ap- 
proval of the governor,” he said. 
“The plan was concocted by rail- 


|} road representatives, who for obvi- 
| ous reasons would like to see trucks 


taxed off the highways, and by rep- 
resentatives of the League of Mu- 
nicipalities and the taxpayers’ asso- 
ciations. 

“The jatter two organizations in 
getting behind the _ erroneously 
termed compromise proposal evi- 
dently have lost sight of the fact 
that they are asking taxpayers to 
deny themselves dividends they are 
receiving on their highway invest- 
ment. Discriminatory taxes, as pro- 
posed, will increase the cost of high- 
way transportation to a point where 
all its conveniences and economies 
will be lost to the public. 

“The so-called compromise meas- 
ure threatens to defeat its own pur- 
pose. It provides for truck fees 
which are confiscatory, and which 
will not only reduce the number of 


|} taxable highway units but will also 


affect a decrease in the assessable 
income and property of the busi- 
nesses connected with the sale, op- 
eration and maintenance of trucks 
and truck equipment. 

“New Jersey, if it accepts this 
plan, will follow in the footsteps of 
other states, where decided decreases 
have been noted in vehicle registra- 
tions shortly following the enact- 
ment of confiscatory registration fee 
laws.” 





SAFETY COUNCIL HEAD 
PRAISES TRUCK DRIVERS 


Chicago, April 13.—Motor truck 
drivers are becoming 
more careful and courteous, while 
passenger car operators are growing 


increasingly reckless and discourte- 


| OuS, according to C. W. Bergquist, 
| president 


of the National Safety 
Council. Mr. Bergquist made these 
observations here today, proving 
them with statistics, in a plea for 
efforts along educational 


“During the past four and one- 


| half years the number of commer- 
| cial vehicles 


involved in accident 





Not that such a happening need surprise | 


fatalities decreased 31 per cent.” he 


| said. “In this same period, privately 


| operated passenger cars involved in 
|} accident fatalities increased 59 pe1 
| cent.” 


SHELDON TALKS TO GROUP 

Springfield, Mass., April 13—The 
Transport Associates of the Cham- 
|ber of Commerce heard a talk by 
|L. E. Sheldon of the White Truck 
;Company on “Why Some 
{Owners Are Successful.” 
don gave a blackboard talk on costs 
|and the setting up of books. 
described in detail the ton-mile 
method of figuring cost. A large 
group of truck owners and repre- 
sentatives of trucking companies at- 
tended. A. A. Beauregard, chair- 
man of the group, presided. 


ADDS STUDEBAKER TRUCK 


Springfield, Mass., April 13.—Con- 
verse Federal Truck Company, for 





the past four years distributor of 
Federal] trucks, has also been ap- 
pointed distributor of Studebaker 
trucks for western Massachusetts. A 


large sales and service station at 275 | 
Chestnut St., is operated by the | 


Converse Federal] Truck Company, 
of which Standish S. Converse is 
president and treasurer, and W. 
Neal Rathbun is manager. 


general property taxes | 


up by factions with a selfish motive | 
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Plan to Stabilize Used Car 


| 


(Continued 
reserves were 
to protect the 
since the 


that these 
| totally inadequate 
|dealer against losses, 
| dealer had no facilities and often 
|lacked ability to check credits. 
| Naturally, losses were excessive, due 
| to taking deals from customers who 
were poor credit risks 

“This whole situation, as I see it, 
can be clarified to the mutual ad- 
vantage of the finance companies, 
| the dealers and the distributors or 
| branch houses, and the used car 
market in big metropolitan centers 
can be put on the right basis. 

“My recommendation is that all 
| distributors and branches as well as 


| showed 


to check all dealers’ credits inde- 


ito do likewise, giving in effect 


double check; 


|a recourse time payment plan of 
sales; that all new and used cars 
be sold through this recourse pur- 
chasing plan, and that no dealer 
be accepted unless he is able to meet 
the finance companies’ standards 
financially, morally and in the mat- 
ter of business ethics. 

“It is my judgment that any met- 
ropolitan center adopting such a 
program can successfully correct 
used car sales misrepresentation and 


SOUTHERN INDIANA 
TRUCKERS ORGANIZE 


New Albany, Ind. April 13.—For- 
ty-two truck owners and operators 





constantly | 


Truck | 
Mr. Shel- | 


He | 


of southern Indiana met early this 


week at the offices of the Falls 
Cities Transfer Company, Jefferson- 
ville, Ind., for the purpose of per- 
fecting an organization to be known 
as the Motor Truck Club of South- 
ern Indiana. Representatives were 
present from New Albany, Jeffer- 
sonville, Corydon, Madison, Pekin, 
Palmyra, Greenville, Georgetown, 
Seymour, Columbus and Salem. 
The officers elected for 1932 are 
as follows: President, W. T. Collins, 
W. T. Collins & Son Transfer 
Company, New Albany; vice presi- 
dent, Frank Kossa, Lincoln Oil Com- 
pany, Falls Cities Transfer Com- 
|pany, Jeffersonville, Ind.; secretary, 
| Ernest Motter, New Albany, Ind.; 
| treasurer, Cedric Denny, Denny 
Motor Company, New Albany, Ind.; 
directors, Charles Hammersmith, 
Hammersmith Transfer Company, 
|New Albany; Glen Reisert, Green- 


| ville, Ind.; Raymond Same, William | 
| H. Same Transfer Company, Jef- | 
Meadors, 


'fersonville, Ind.; Murrill 
|Meadors & Allen, Salem, Ind.; 
Henry Weber, Pekin, Ind.; Robert 
| Wright, Wright Transfer Company, 
| New Albany, Ind.; John Schuppert, 
| Schuppert Transfer Company, Cory- 
don, Ind.; H. O. Stone, Hoosier 
|Transfer Company, Paoli, Ind.; 
|George Ames, Boston, Standiford 
|& Ames, Palmyra, Ind.; 
| pany, 
| 


WIDESPREAD OPPOSITION 


New Albany, Ind 


TO TRUCK TAX BILLS | 


13.—While | 
truck operators in Passaic and Ber- | 
}gen counties, spurred to action by | 


Paterson, N. J., April 


the Paterson Chamber of Com- 
| merce, have succeeded in developing 
widespread opposition to a group of 


fecting their interests, the railroads 


sure 
pass the bills, known as Senate Nos. 
| 78, 79, 80 and 81, and Assembly Nos. 
|345 and 349. These bills, known as 


a representative of which explained 
them yesterday as follows: 

“The Senate bills would not only 
place the policing and regulation in 
the hands of the public utility 


erators. 


remaining on duty for a longer pe- 
|riod than eigth consecutive hours. 
“The Assembly bills carry in- 
‘creases in registration fees varying 
from 600 to 1,300 per cent.” 





of department in their organizations | 


pendently; that they have an under- | 
standing with the finance companies 
a | 
that all distributors | 
and branch houses put dealers on | 


Markets in Urban Centers 


from Page 1) 


improve the used car 
;}market. The practice of finance 
companies selling to independent 
|dealers cuts down the amount they 
ican loan on used automobiles, a 
situation which my plan would cor- 
rect. The type of authorized dealer, 
properly checked before signing up, 
would be compelled to take no bad 
used car deals. The bane of the 
used car problem is that automobiles 
which should not have been sold 
come back. As an antidote we need 
dealers who are a credit to their 
distributors and branches as well as 
,an asset to the finance companies.” 


materially 





‘HL J. C. MILLER NEW 
REGIONAL HEAD FOR 
BUICK-OLDS-PONTIAC 


(Continued from Page 1) 


pany, for which organization he first 
sold cars at retail, later becoming 
wholesale sales manager and branch 
manager in New York. In 1922 he 
went to the Packard New York 
branch and seven years later became 
regional manager for Buick. 

Except for the period of the war, 
Mr. deLoach has had eighteen years 
;of automobile experience, all with 
| Buick. He started at the Buick fac- 





M. S.| 
| Denny, Denny Motor Transfer Com- 


Assembly and Senate measures af- | 


have also brought considerable pres- | 
to bear on the legislators to} 


|“railroad bills,” have been branded | 
}as vicious by the trucking interests, | 


commission but it also would regu- | 
late the working hours of the op- | 


| 
“It would prohibit operators from 


tory at Flint. Mich., serving at vari- 
jous times in the claims, purchasing, 
jparts and service departments. After 
| the war he became assistant parts 
and service manager at the Buick 
New York branch. In 1928 he be- 
came assistant to the branch man- 
ager and in 1930 was named zone 
manager. 


COMING EVENTS 


APRIL 
7-30—Tel Aviv, Palestine. Levant Fair 
11-16—Boston, Mass. American Oi] Burner 
Association, Ninth Annual Convene 
tion 
11-17—Asbury Park, N. J 
Show 
12-27—Milan, Italy. 
mobile Salon. 
21-22—Cleveland, O. 
Association, 





Automobile 
Internationa] Auto- 


Petroleum 
meeting, 


National 
semi-annual 
Hotel Cleveland 
23-May 2—Zagreb, Jugo-Slavia, Automobile 
Salon 
27-29—New York city 
Society 


American Welding 


MAY 


1- 8—Penzan. Poland. Internationai Fair. 
2- 6—Philadelphia, Pa. American Society 
of Mechanical Engineers manage- 
ment division meeting 
4- 6—Honolulu, Hawaii. National 
eign Trade Council 
4- 7—Dublin, Ireland. 
Show 
7-11—Cleveland, O. 
Testing Materials, 
-16—Budapest, Hungary 
Fair 
| 12-13—Cleveland, oO. 
Manufacturers’ 
ing 
-20—San Francisco, 
Chamber of 
meeting 
20—Chicago, il. National 
Manufacturers Association 
ing. Hote] Sherman 
23-28—Chicago, Ill. Radio Manufacturers 
Association, meeting, Hotel Sher- 
man 


For- 


Commercial Car 
American Society for 
meeting 

7 International 
Gear 
meet- 


American 
Association 


United States 
annual 


Cal. 
Commerce 


| 16 


Battery 
meet- 


19- 





JUNE 

Bordeaux, France. Automobile 
Show. 
Cork, 
Show 
Paris, 
mobile 
sixth annual 
Congress 

- 3—Tulsa, Okla. American 
Institute, mid-year meeting 
Hotel. 

%-11—State College, Pa. 
ciety of Mechanica! Engineers 
tional Oil and Gas Meeting 

2-17—White Sulphur Springs. W. Va. 
Society of Automotive Engineers, 
summer meeting 

20-21—Atlantic City, N. J. American So- 
ciety for Testing Materials, annual 
meeting, Chalfonte-Haddon Hall. 


JULY 
Grand 


Ircland, Commercial Car 
France.—International Auto- 
Manufacturers Association 


Motor Transport 


Petroleum 
Mayo 


American So- 
Na- 


3—France. Prix Automobile 

| Race 

5- 9—Southampton, 
cial Car Show 


Grand Prix 


England. Commer- 


9-10—Belgium Automobile 
Race. 
17—Germany. 
Race. 
20-22—Llandrindod, 
Car Show. 
OCTOBER 
3- 7—Washington, D. C. 
Council, meeting. 
3- 7—Buffalc, N. ¥. National Meta! Ex- 
position, 174th Regiment Armory. 
W. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director 
’- 7—Buffalo, N. ¥. National Metal 
Congress. Sponsored by American 
Society for Stee) Treating, with co- 
operation of American Society of 
Mechanicai Engineers, Institute of 
Metals and [ron and Stee! Divisions 
ot American Institute of Mining 
and Metallurgical Engineers. Ameri- 
can Welding Society, Wire Associa- 


Grand Prix Automobile 


Wales. Commercial 


Nationa) Safety 





>. tion, .. + 
13-22—London, England. Olympia Show. 











wanted .... 


Ciseulaiien plus 
eader Interest 


Proved R 


Continues Mr. Moloney: “Our 1932 


advertising job is to get the news ofa new 


tire development to millions of people 


at reasonable cost. 
“Liberty, we believe, does that job 
and does it well. 
“First, people buy it because they want 
A greater percentage of men and 
women voluntarily ask for it than for 
any other magazine. . 
that Liberty’s 


“Second, believe 


statement of 23% to 112% greater reader 


interest* is accurate. 

“Liberty is in tune with the times. It's 
editorially modern—it’s alive. We know 
that our story of a new tire in Liberty’s 
pages will be seen and read. 

“Our own study of the buying stand- 
ards of its readers convinces us that they 
have approximately the same incomes as 


any other 2,000,000 magazine readers, 


Liberty. 





what Seiberling 
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A Famous Tire Inventor Presents 
the Greatest of Tire Inventions 


eT Two TIRES... BUT 
OWE TIRE WITH Twe TaEacs 


aa 


THE TIRE THAT NEVER WEARS SMOOTH! 


ts breaking Wiileage O Records / 
ts Safe to the last (Vile / 


SEIBERLING 
AIR CUED TIRES 













... says J. L. MOLONEY, Manager, Advertising 


but we believe that their modern interest 


makes these readers more likely to be 


interested, too, in a modern product.” 


* Record Reader Interest 
Indicated by the Famous 
Gallup Surveys 


These surveys were made last summer by Dr. 
George Gallup, Professor of Journalism and Ad- 
vertising, Northwestern University... . 
them under the official observation of the As- 
sociation of National Advertisers. 

They represent an entirely new method of de- 
termining reader interest in magazines. Instead 
of asking a reader to hazard an opinion as to his 
or her “favorite magazine’, Dy. Gallup’s staff, 

(1) Tracked down persons who actually had 
read a current issue of one of the 4. mass weeklies. 

(2) Leafed through their magazines with 
them, page by page 

(3) Checked every editorial and advertising 
item remembered as having been seen or read. 

This was repeated 6 times, in 6 cities, for 6 


consecutive issucs of the 4 mass wecklics. 


half of 





The resuluing facts were found substantially 
the same in each city, for each issue. 

So obvious are the conclusions to be drawn, 
that advertiser after advertiser is revising his 1932 
plans to include Liberty. Before your own 1932 
money is spent, send for a copy of the Gallup Re- 


port and study it thoroughly. Address Liberty, 


420 Lexington Avenue, New York City. 


Other New Business 


In Liberty for 1932 


ow 


Bristol-Myers Co., Jueram’s Milkiveed Cream 
Calilornia Packing Corp., Del Monte Food Products 
bred G. Clark Co., J/yvis Motor Oil 
Colgate-Palmolive-Peet Co., Colgate Shaving Cream 
Durium Products Corp., [/it-ef-the- Week Rea ids 
General Electric Co., Hotpoint Electric Range 
General Electric Co., Jk tpoint Table Appliances 
General Electric Co., Refrigerator 

General Foods (¢ orp.; Maxwell House Coffee 
General Foods Corp., Post’s Bran Flakes 

General Foods Corp., Postum 

Hl. J. Heinz Co., Spaghetti 

International Silver Co., Sterling Silver 

Johnson & Johnson, Modess 
Kroehler Mie. Co., Furniiure 
Lavoris Chemical Co. 

Lehn & link, Jiind’s Greaseless 
Lehn & Tink , Lysol 
Maybelline Co, 

Morton Salt Co. 

Philadelphia Storage Battery Co. 
Phoenix Mutual Life Insurance Co. 


J eature Cream 


Royal Typewriter Co 
Spool Cotton Co, 
U.S. Tobacco Co., Dill’s Best Tobacce 





Vick Chemical Co., Vick’s Vapo-Rub 





America’s BEST READ Weekly 





























* Florida 


6 
————— 
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Production -- Engineering - - Factory - 


Centerless Feed Polishing 
Machine Announced 


P| 1932. 


The Preduciion Machine Com- | The machine is designed for cyl- 

pany, Greenfield, Mass., is putting |indrical work up to six-inch diame- 

out a new centerless feed polishing; ters and is stated to be quiet, com- 

machine, which a polishing! pact and powerful. 

wheel for the polishing unit and Specifications of this new ma- 

employs a new type of belt feeding | chine, known as the No, 101 polish- 

device for the feeding member, do-|ing and buffing machine, are as 

ing away with skilled polishing | follows: 

labor. | 
The mountings of this new ma- | tion: 

chine are stated to be heavy and | 47in.x38in.—Floor 

substantial, with Dodge-Timken | 1200 lbs. —Weight— 

anti-friction bearings used. The lub- | Height, 45 inches. 

rication is by Alemite. The drive | Wheel spindle, 134 inch diameter. 

from motor to wheel spindle is| Provision for wheels, 10 to 16 inch 

through a Dodge triple V-belt drive. | diameter by 4 inch face. 

Provision is made for quick set-ups} Timken bearings—Alemite lubrica- 

and the machine is completely pro- | tion, 742 to 10 horse power. 

tected through hoods and guards. Capacity, up to 6 inch diameter. 


uses 


space—47in.x56in. 
1400 lbs. 


Belt drive or direct motor connec- | 


ss in Research 
At Mellon Institute 


According to the nineteenth an- 
nual report of the director, Dr. E. 
R. Weidlein, to the trustees of Mel- 
lon Institute of Industrial Research, 
Pittsburgh, Pa., the sum of $722,541 
was received by the institution from 
industrial fellowship donors during 


the fiscal year ended February 29, 
The total amount of money 
appropriated by donors to the in- 
|stitute for the past twenty-one years 
was $8,277,018, all of which was ex- 
j}pended in defraying the cost of 
iscientific investigations conducted 
|for these companies and associa- 
tions. Throughout the year covered 
by the report seventy-five indus- 
trial fellowships, employing 176 
scientists and engineers, were in op- 
eration. At the close of the year 
fifty-eight fellowships were active, 
land of these twenty-eight have been | 
;}at work for five years or longer | 
jand thirteen have concluded more | 
|than ten years of research. 

In reviewing the progress that has 
been made since 1911, when the in- 
custrial fellowship system was estab- 
llished at the University of Pitts- 
}burgh, Dr. Weidlein points out that 
Mellon Institute has had fellowships 
on 230 distinct subjects, on which 
775 scientists and engineers have 
|been engaged. In all, during the 
period 1911-1932, 313 fellows and 357 
fellowship assistants of the insti- 
tute have completed their services 
to science and technology in the in- 
jstitution and have entered the 
fields of industry and education. As 
trained additions to the forces of 
manufacturing and teaching, these 
men, Dr. Weidlein says, constitute 
the institute’s greatest contribution 
| to humanity. 

The fellowship achievements of 


| Progre 
| 


| 
| 








CUMULATIV 


1931-32 are summarized in the re- 
port, special attention being given 
to the research advances made by 
the air pollution investigation, the 
multiple fellowship on by-product | 
coke, the iodine investigation, the 
organic synthesis fellowship, the 
petroleum production fellowship, 
the protected metals fellowship, the 
steel fellowship, the sugar investiga- 
tion, and the fur fellowship. The 
activities of the institute’s depart- 
ment of research in pure chemistry 
are also described. 

During the calendar year 1931 
members of the institute made the 
following additions to the literature: 
Two books, four bulletins, thirty- 
nife research reports and thirty- 
three other papers. Twenty-two 
United States patents and thirty- 
three foreign patents were issued to 
fellows. Lists of the _ institute's 
publications, 1911-1932, and copies 
of Dr. Weidlein’s report for 1931- 
32 will be sent gratis to laboratory | 
directors, librarians and _ science 
teachers upon request. 

The constructional work on the; 
institute’s new building is said to be 
proceeding satisfactorily; it is 
thought that this edifice will be 
completed and ready for occupancy 
in the summer of 1933. 


CENTERLESS GRINDING di 
COMPANY FORMED! 70d > Av*1! 18—The Cham- 


| Champion Announces New 
- Spark Plug; Claims Made 


MeL 
ae hy JOON 
. ay AO 

) £89 9%%'s 

mages ts 





|pion Spark Plug Company of this 
city today announced a new spark 
E. E. Blundell has formed the} 


: . _|plug, for which comprehensive 
Commercial aa eee ge | claims are made. The claim is made 
i . 6538 Carnegie Ave., jthat the company has created an en- 
: ee J - be the oar of | tirely new type of spark plug which 

andling centerless grinding opera- | ,, ‘ . 
tions for companies having this} automationily raises plug and en 
class of work but not in sufficient | gine performance to a vastly greater 
volume to warrant their investing in| Plame of efficiency. 
machinery to carry it out in their| ~~ Santa ee ae 
own shops. 

Mr. Blundell was formerly with the 
Cincinnati Grinders, Inc., manufac- 
turers of this class of machinery. 


E NEW PASSENGER CAR 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Dlinois, which are supplied by the Robinson Advertising Service, Springfield, Il, and 


New York city, are included in the New York sta 


In this table 16 states and the Disirict of Columbia 


_ AUBURN GROUP _ CHRYSLER 
| | 


$ 
a 
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States 


Chrysler 


5| 

2| 

29, 

3 4 

~~ 269, —=«2 76) —SC«20 
3 — 35, 


14 
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Arkansas 
Delaware 





Idaho 
Illinois 
Maryland 

Michigan 
Minnesota =| 21| 
Missouri 
New Hampshire 
North Dakota _| 
South Carolina 
South Dakota 
Utah i‘! 
West Virginia 
Wisconsin 
Dist. of Columbia | 
Line Total 





46 
- 257) 


74 


~ 932, 








o_o 

















986) 


GROUP 


34 — 

289) 

a 
220; 154 ind 


a 
ae 


te total, Some of this data has been 


Plymouth 


10) 1 


7 


38 
2 


78 


23 1| 


_FORD GROUP 


published previously, but it is given here complete for the convenience of 


Returns for today: Arkansas, Florida, Idaho, Maryland, Michigan, Minnesota, Missouri, 


GENERAL MOTORS GROUP_ 


Cadillac 
La Salle 
Oldsmobile 


1 183 


«1ST 


| 154! 


13| 
6| 111| * 


10| 27| 
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10| 370 6| 8| "46 496 
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16) 27| 42 
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~ 508 1121 | 913 
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57]. «41 
6) S88 


125) 12; s«955| 8 107; —~—«&17/1 
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| 20; 2 4 € 240 
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Group Total | 
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Arkansas, 1931 

Delaware, 1931 | 
Florida, 1931. ‘| 
Idaho, 1931 








27 
= 7 
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148 | 833 
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118; 23| 12 
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"Aaryland, 1931 
Michigan, 1931 
Minnesota, 1931 | 
Missouri, 1931 ad 
N. Hampshire, ’31 | 
North Dakota, °31| 





Idaho, 193: | 
Milinois, 1931 | 
| 
| 








178 


2126] ~—Ss 3153; —SC«SS l 3184) —-469 


“i2)_+16) 
525) 650} 


19] 187] 
74; 30911) 








200 | 890) 5| 


838) 4011 17] 
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“a 59] +220) 


34 469) 557| 


10; —-: 12477; 
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895] «136 
4028] 433} 
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2055, 257] “13\ 263) ———438 


~ 20; «3035, 





671] 2410; 
86 | 338 | 
77 | 254 | | 
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14) 
31) 15) 


So. Carolina, 1931| 
South Dakota, ’31| 








77| 548 | 1| 


107| 245) ee 





Utah, 1931 | 9 
W. Virginia,1931 | 15) 


72 | 273 | 


147] 445| 2| 


_ — 
340 | 


i 


13] 231] 456| 

1/ 51; ~—76/ 
o 20) 54 
| 17) 
l 


28|  ——«3482/ 
1} 299) 
| _-393] 
36) 1, ~—«528 
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2419] 323) 
44 
254) ~—Ss«O4 
549 | 30 
65) 31]. 
14) 26| 
31) 87| 





Wisconsin, 1931 | 78\ 
Dist, of Col., 1931; 








499] ~—-:1320) 4| 
205 | 909| 7| 
18348| 


183! 366) 
80) 
2066 
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1324] PER 12) —-1739) 
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~NEW ALLEN BATTERY 
MERCH ANDISERS 





The Allen Electric and Equipment} waster Craveroiler. 


Company, Kalamazoo, Mich., has re- 
cently introduced two new panel- 


test battery merchandisers, known 
as models E-70 and E-72. The dealer 
who uses one of these merchandisers 
has only to connect the volt-amp 
master clips and move the switch 
from one side to the other to get a 
comparison test between a new bat- 
tery and the one from the custom- 
er’s ear. 


BRAKE CONDITION 
prouaiang 


An early addition to automobile | 
instrument boards is forecast in a| 
new device that informs the driver | 


whether the brakes of the car are | 


working properly, If the brakes are 


in good order, the mechanism causes | 


a green light to be exhibited in front 


of the operator, but if they are out | 


of order, the light turns red. 
This device was 


Mass. For several years Mr. Aldén 
was connected with the Bendix- 
Cowdrey_ Brake Tester, Inc., a divi- 
sion of the Bendix Aviation Corpo- 
ration, and has done research and 


development work in that connection | 


in conjunction with C. H. Cowdrey, 
Jr., 


Works in Fitchburg. Mr. Alden re- | 8Tader, 


cently resigned from Bendix ‘to give 
his entire time to the furtherance 
of the new enterprise. 


MASTER CRAVEROILER 
ON MARKET 


The Craveroiler Company, Phila- 
delphia, Pa., is putting out a new 
model of its device, known as the 
This device, 
mounted under the hood on the 
front side of the dash, delivers a fine 
mist of craveroil through the intake 
into the upper part of the cylinder 
to lubricate the walls, pistons and 
rings, regardless of how hot they 
may be. On its way it lubricates the 
intake valve stems and guides. 


amp master clips, which do not heat, 
are used on these merchandisers. An 


invented by/| 
Reginald J. Alden of Fitchburg, | 








of the C. H. Cowdrey Machine | catalogue, 








Equipment --- Development 





New Caterpillar Grader 





CATERPILLAR TRACTOR 
CATALOGUE 


The Caterpillar Tractor Company, | 
|Peoria, Ill, is putting out a new 
covering its elevating 
the latest piece of earth- 
moving machinery produced by this 
company. The booklet gives a com- 
plete text description of the machine, 
and is profusely illustrated. 


NEW TURNING SIGNAL 


The Aldor Corporation, Chicago, 
Ill., is putting out a new turning 
signal, which is mounted front and 
rear just below the license plates. 
A small toggle switch is placed on 
the steering column. When this is 
thrown a brilliant green neon light 
flashes into the proper direction ar- 
row, while the word “Turn” lights up 
in red, giving the driver approaching 
or the one behind exact information 
as to your intentions. 


NORMA-HOFFMAN TAKES 
LARGER N. Y. OFFICES 


New York, April 13—The Norma- 


What are described as large and/|Allen-designed discharge control unit! Hoffman Bearings Corporation of 


accurate copper-plate meters, volt- 


is also used. 


Stamford, Conn., manufacturer of 


a director of B. F. Goodrich Com- 


| many 


| precision ball, roller and thrust bear- 
ings, announces the removal of its | 
New York sales office, on April 15, | 
from the Grand Central Terminal | 
to new and larger quarters in the | 
|Commerce Building, 155 East 44th | 
St. From this new address a full | 
Staff of sales engineers, with in-| 
creased facilities, will continue to | 
serve the Eastern territory. 
RUBBER PLANTATIONS 
CURTAIL PRODUCTION 
New York, April 13.— Numerous 
rubber plantations in the Dutch East 
Indies are suspending production en- 
tirely, while the tapping of trees on 
others is being rapidly re- 
duced, a Batavia cable to the Rub- 
ber Exchange of New York, Inc., re- 
ports. The Anglo-Dutch Rubber 
Plantations, Ltd., and the Ross Tay- 
lor interests have decided to close 
down several of their plantations, 
and both concerns are curtailing 
tapping on their remaining estates 
oy 50 per cent. | 





W. D. TICKNOR ELECTED 
GOODRICH DIRECTOR 
Akron, O., April 13—W. D. Tick- 
nor, president of Commercial Sol- 
vents Corporation, has been elected 





REGISTRATION STATISTICS, MARCH, 1932 


New Jersey, which are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N, J. Metropolitan district figures, compiled by Sherlock & Arnold, 


our subscribers, 


New Hampshire, South Dakota, Utah, West Virginia, Wisconsin and District of Columbia 





en 


TEXAS C COMPANY OF OF FERS 
NEW TYPE GASOLINE 


New York, April 13.—Texas Com- 
pany is this week making available 
for retail distribution throughout the 
country government specification 
gasoline first refined in 1931 for fire 
engines, ambulances, military vehi- 
cles and other emergency equipment. 

The new fuel, to be known as 
“Fire-Chief” gasoline, will replace 
the original “dry gasoline” intro- 
duced in 1926. No extra cost to the 
consumer will be involved in the 
change. 


'CLOYES REPLACEMENT 
TIMING CHAIN SPROCKETS 





aaa” 


The Cloyes Gear Works of Cleve- 
land, O., has just announced a new 
line of replacement timing-chain 
sprockets which will be available to 
the replacement parts jobbing trade. 
Sprockets are now ready for the 
popular makes of cars, and a cata- 
logue showing listings for each 
make of car is ready for distribu- 
tion. Each sprocket is boxed sepa- 
rately for jobbers’ she'ves. 


$$ $$ 


pany to fill a vacancy. Sydney J. 
Weinberg, of Goldman Sachs & Co, 
was elected a member of the execu- 
tive committee. 


Readers desiring county, city, or town lists, or lists of owners in any given section may obtain these by addressing any of these three companies 





HUDSON GROUP | STUDEBAKER GROUP 
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States | 
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Studebaker 
Totals 
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_WILLYS-OV’D Gr’p_ 


Overland 
Totals 


Willys- 
Willys- 








NON-AFFILIATED MANUFACTURERS» 
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State Totals 


Miscel- 
laneous 























































Arkansas | = A ee oo ; ae: tl 1| 1] le a ee en ee as | Be 324 
Delaware _ | 6 1 7| a oe 9} 10 ee ee ae 11 ej 5| 301 * 
Florida | 33 18 51| 2 7 15 24| 16 2 18| 4,35 9 CC 4 6 3 9|_—*1,096 
oe eh Le le Pe 2 3, sé 1 6] 1 g 1] 3|_ 216 
Illinois ==—S—=~«&tC<(<«t*ié«‘i88”'i(itss 70 209} —S—«d13, BS ~ 3806) «20428 232, —S—t«<2:4 14 146 103 18 «188 80 18 25].  ~+5,376 
Maryland — ; 4 86620 74, 7 ~~ 16 31 54, 33t=<“<«‘C 37 | 7 21 16 44 24, 0—~C CO 1,499 
Michigan “| 232 +2118, ~—=—=—“‘«z YC (a C«idGSCGO 125° —si«ST2| 4d 121,486, 9 47,74, 35) | 4,318 
Minnesota _ ae ~37| ~ B4] “. ij} = o,t—<“(‘<‘é‘ a Y)~hCU CU 90] i 42; 34) 55 «18 4 16] «(2,459 
Missouri = | 118 40 158| 21, 87112} S70] 253) 6} Tf TH 120 32 13 39| 6,683 
New “Hampshire a 20 3 23 | 11 18 29 | 9 2 11] 3 ee _2| 490 
North Dakota | 1) 2 3| 6 10] 13, ee ee ee ee 
South Carolina | 8 5 13] 3; Sti«4 a a .—— ee 4 a ‘A ae 
South Dakota | =. 3 6| 3 12 15] 8 3 “1l| — -—_— -. | fy fT hme 385 
Utah | a ae a 40 9 ih —— a 13| 6 1 7 4 350 
West Virginia | 2,—~i‘(‘i‘CK 34 | 1 8 “16 2), 24 «+46 °° °#&«2i “2 : 18 11 20 iy 4 1] 668 
Wisconsin ae a. <a ‘11 10 30, «107 147] 137; 10} 147] 7 2 o.2 ee a . 8 25] 2568 
Dist. of Columbia | _ 62] < 3; 39) 44 15 | 22 a ~ 1: 1 1 2 1,123 
Line Total | 835 | | 106 | = 28,490 
Group Total | 1216 | 1144 | 986 | 

Arkansas, 1931 | 4 4| 1 3 4| 22 1 23, 7 ae. iL 4 eed ‘_ - __799 
Delaware, 1931 | 7 11 18| 1 4 Se ee 1 eS ee ee 
Florida, 1931 | 51; 28 79 | 3 1. a? ae 29 | : 8 “34 20 11 23 910) 28] 2,322 
Idaho, 1931 oy 5 12| 17 17; a4] 15 | eS ese SS a ee a ee oe 
Illinois, 1931 | 300; «125 425 | 41 331 ‘372, «251 55] 306 | ae 114[ 147, 41,—is287,— 132] 38] 165] 11,5 8a. 
Maryland,1931 | 76 41; ~~ ii7| 6 76 82) 40; 13 53 | — oO 88 5 50 31; 88 | 3,259 
Michigan, 1931 | 416 169) 585 | 8| 157, +165) + 184, 36, + 2204 a oF 67 23) Maj 383i 43] 10,758 
Minnesota,1931 | 147, 103; 250 | 9 | 173 182, 264 34, ~=—«298] | 2) ~~ 70j~—Ss4| 4) 125,58) 85) 212] 8,186 
Missouri, 1931 | 144 54 198 | 18) | 155 173] 363, =29| 392] a ee ‘50; 54138, 8 285°C] S897 
N. Hampshire, 3i[ 48 20| 68 | 4 | 26 30]. 29) +#«26) ~~ +~©~=— 354 oo ae ae 14 3 34 2 a) 1,121 
North Dakota, ’31| 9 5] 14] ] 16| 16] —*53 2 55] a a 3 21 ‘| 2; «BI 956 
So. Carolina, 1931| __10| 9) 19| | 5| ne 3 | hae 3 4 “4 I 3) sal 1,300 
South Dakota, °31 | 18 7 25 | 1| | 22 23) ~«44) 2 46 | 7 12 a 5 - ae 952 
Utah, 1931 | 2 17 38 | ha ae 32,2] 15 | 3| 23| 7 2] 3] 4] 89S 
W. Virginia, 1931 | 51/ 13| 64 | ;- 1 = 21, —«S4 8 62 | ie 20) 16) 6 il Bl 2 8| 1,464 
Wisconsin, 1931 | 192; 91| 283 | 5| | 142 147, —«131 17 148 | | 5| 56 38 17; 216,21 17| 41] —«5,439 
Dist. of Col., 1931 41) 11) 52 A 4 18 35 2 2,478 
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‘THEARD THAT BEFORE” 


er 
TRUCK AND BUS 
ISSUE—APRIL 22 


in addition to up-to-the-minute 
specifications with prices, the issue 
will contain latest registration fig- 
ures by states and makes, in addi- 
tion to news and articles of interest 
to every truck dealer, fleet owner 
and bus operator, who will receive 


the issue. 


No added charge for 


extra distribution 


AUTOMOTIVE DAILY NEWS 
350 Hudson Street New York 


A 


That’s what readers of Automotive Daily 
News will tell you when you try to give them 
some news. Only last week a prominent sales 
manager said that in his travels he sees Auto- 
motive Daily News on nearly every dealer’s 
desk, and so well informed are these dealers 


there is little news he can give them. 


Until Automotive Daily News came into 
the field dealers had to wait a week for news. 
Now they get it daily. They get car and truck 
registrations before they can get them from any 
other published source. They get engineering 
news, new car descriptions, accessories, parts 
and shop equipment that are new. They get 
factory news, dealer news, all news of impor- 
tance to Seneeinant men. All of which means 
that Automotive Daily News has high reader 
interest—the most valuable quality an adver- 


tiser can buy in any publication. 


Automotive B aily News 


H. A. TARANTOUS, Bus. Mgr., 350 HUDSON STREET, N. Y. C. 


DETROIT OFFICE: Geo. M. Siocum, Manager 
Fisher Building, Detroit, Mich, 


WESTERN OFFICE: Willard R. Cotton, Manager 
‘333 No. Michigan Ave., Chicago, Ill. 





